8o       EFFICIENT MARKETING FOR AGRICULTURE
the particular commodity and without increasing its production. Obviously society gains little from mere struggling of competitors to gain the benefits of larger business units without in the least changing either the general efficiency of the marketing system or reducing the margin or difference between farmer and consumer prices. Advertising of this sort, while a profitable venture for individual enterprises, is generally not economical for society. In contrast to it, advertising of an industrial character which is highly educational and protects the interests of farmers and consumers, accompanied by decreasing costs of marketing, is certainly an economic gain not only for individuals but also for society in general.
SUMMARY
1.  Farm products vary greatly in quality, shape, and size of units.   To enable buyers to obtain precisely what they want in the exact amount required, it is necessary that commodities be graded and' standardized.   The cost of rendering the service is small compared to the advantages thereby derived.
2.  Grading saves time for the consumer by enabling him to buy exactly what he wants and no more.   It saves him money because there is either less waste, or because time and money do not have to be expended in disposing of undesired commodities which had to be bought along with desired articles, as so frequently happens in the marketing of ungraded goods.
3.  Grading reduces the cost of marketing by decreasing to the minimum the quantity of products which must be handled, transported, or stored.   The ideal minimum of products to be marketed may be considered as the amount which consumers ultimately purchase.   When grading is not practiced, vast amounts of dirt, culls, spoiled and other useless products for which consumers will not pay are marketed by farmers and succeeding middlemen.   These necessarily involve expenses for freight, handling and storing which represent needless loss that is saved by the service of grading.
4.  Grading classifies commodities according to uniform variety, quality, size, shape, and other characteristics which are basic considerations in the determination of relative value at a given time.   The real value of products is the primary basis for credit if they are to be used as collateral.   Grading therefore is fundamental to sound and plentiful financing.
5.  Products which are accurately graded and standardized are adapted to sale by description instead of requiring either sampling or inspection as a basis of sale.    Consequently seller and buyer find it possible to transact business by communication inexpensively over long distances instead of being obliged